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UNITED STATES DISTRICT COURT 
FOR THE DISTRICT OF COLUMBIA 



Unitronics (1989) ( R "G) LTD 
Plaintiffs, 



(Civil Action No, 1:06-00027 (RMC) 



SAMY GHARB, 
Defendant. 



REQUEST FOR PAYMENT 
USA PATENT LAW 35 U.S.C (§284. Damages) 



During 1999-2000 Unitronics soled exclusively PLCs used for machines only. 
Unitronics has abused my Patent for manufacturing several Products which have been offered 
and sold with remarkable profits in the United States during the period 2000 -2006. And this 
is Patent Infringement under 35 U.S.C. § 271. 

USA Patent law 

35 U.S.C §284. Damages 

Upon finding for the claimant the court shall award the claimant damages adequate to 

compensate for the infringement, but in no event less than a reasonable royalty for the use 

made of the invention by the infringer, together with interest and costs as fixed by the court. 

When the damages are not found by a jury, the court shall assess them. In either event the 

court may increase the damages up to three times the amount found or assessed. Increased 

damages under this paragraph shall not apply to provisional rights under section 154. 

The Company Unitronics has a total business turnover of 7.000.000 US$. 

It is remarkable that all of sudden is that as of the year 2007 there turnover jumped to 

80.000.000 US $. 




Determine Factors 

1. Our research has come up with the following results: On 27.7. 1999, Mr Haim Shani was 
occupied in filing new Patent PCT/IL/00/00443 for an improved method and apparatus for 
Detection of medical conditions shock and pre shock. Our inquiries from 16.8.2006 and the 
lawyer of the company Unitronics has devoted that Mr Haim Shani as an expert knew how to 
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build function blocks in PLC & GSM and can be made [Dkt. #33]. 

But the truth is that in accordance with our international researches he was at this time busy 
with another patent. 

2. The lawyer of Unitronics according of 25.9.2007 stated Unitronics does not use PLC & 
GSM anywhere and does not have PLC integrated with GSM [Dkt. #63]. 

3. On 10.1 2008 the lawyer of Unitronics has stopped Manipulation of the Truth of that 
Unitronics does not have any PLC & GSM and he said that Mr Gharb s sent to the Court 
products of Unitronics as following: 

PLC M90 and PLC V 120 with stored Function Blocks to use with GSM [Dkt. #72]. 

Main witness 

4. 1 have sent to the Court these products from Unitronics as follows: 

A - PLC M 90 (Programmable Logic Control). 

B - PLC V 120 with stored Function Blocks to use with GSM from Untronics. 

C - GSM (Global System for Mobile Phone). 

These are the witness for sale, offer, use, without authority. 




5 .The lawyers devote that now these products PLC V 120 with these stolen Function Blocks 

to use with GSM are in the Court. 

Now we come to the big point in this process Unitronics has stolen Function Blocks of my US 

Patent 654. 

6. See in Summary No, A.B.C.D with the stolen Function Blocks and stored it in all PLCs to 

use with GSM. 

7. 1 invented these Function Blocks on 3.6.1999 before Unitronics Product. 

8. See in Summary No, E my Function Blocks in PLC to use with GSM. 

My US Patent No. 6, 552, 654 is with stored Function Blocks for PLC to send Message with 
GSM as it is written in Claims. 

9. See in Summary No, F my US Patent No.6, 552, 654 

10. The Function Blocks are summarized in the following table: 
PLC Relay No.Command Time 

G Q9 Mobile telephone ON 01.00 s-02.40 s. 

G Q10 Pin Code 1 06.00 s-01.50 s. 

G Qll Pin Code 2 08.00 s-01.50 s. 

G Q12 Pin Code 3 10.00 s-01.50 s. 

H Q13 Pin Code 4 12.50 s-01.50 s. 

H Q14 OK 14.00 s-01.50 s. 

H Q15 Emergency number 16.50 s -01.50 s. 

I Q16 OK 18.50 s-01.50 s. 

I Q17 Start emergency message 19.90 s -01.70 s. 

I Q18 Mobile telephone OFF 55.50 s -02.50s. 

11. Unitronics has stolen my Function Blocks of my US Patent. 
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See in Summary No, A.B.C.D Unitronics has stored these Function Blocks in all products of 
Unitronics PLCs to be used with GSM ready for customers. 

12. Unitronics has done Business with PLC & GSM in the year 2000 after my US Patent 
No.6, 552, 654 which is published 3.6.1999. 

13. Mr Ed.Hiserodt, President of Controls &Power has confirmed to the lawyers that 
Unitronics have profited 500,000 US $ from selling products of PLC & dated in 28.12.2005 in 
South Carolina and Minnesota. 

See the letter No, G as listed in summary. 

Patent Infringement 

14. The use of PLCs with stored Function Blocks and use with GSM for customers is 
infringement of my Patent. 

15. Unitronics has been commercial manufacture, use, offer to sell, or sale PLCs with GSM 
within the United States or importation into the United States. 

16. The lawyer of Unitronics has manipulated the Truth in the Memorandum opinion [Dkt. 
#64]. But the truth I have written in the opposition Memorandum opinion [Dkt. #65] 

The truth: 

17. In 1984 Unitronics had no Knowledge of existence of GSM (Global System for Mobile 
Communications) already for use as well the connection possibilities via PLC to GSM. 
Mr Haim Shani of Unitronics on his website has reported about his new products PLC & 
GSM including Price list. 

Unitronics Achieves Record Sales and Profits in Second Quarter 2000. 
The PLC M90-GSM ™, is a new product which allows wireless SMS (Short-Message- 
Service) messages to be sent to and from a PLC to a cellular phone user via cellular networks. 

18. The lawyer wrote that Mr Gharb s own description of PLCs, supra n.3, proves that they 
are staple articles of commerce that are used for substantial no infringing uses. In fact, there is 
no evidence that Unitronics PLCs are used anywhere by anyone in a security system of any 
type. 

19. See Summary for PLC M90 & GSM for Security. 




20. Herewith the lawyer of Unitronics did not deny the determine factors and main witness 
[Dkt. #76] and he accept that means Unitronics has infringed my US Patent 654 by use, offer, 
sale without authority. 
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Determine Factors 

Our research has come up with the following results: 

On 27.7.1999, Mr Haim Shani was occupied in filing new Patent PCT/IL/00/00443 for an 

improved method and apparatus for Detection of medical conditions shock and pre shock. 

Our inquiries from 16.8.2006 and the lawyer of the company Unitronics has devoted that Mr 

Haim Shani as an expert knew how to build function blocks in PLC & GSM and can be made 

[Dkt. #33]. But the truth is that in accordance with our international researches he was at this 

time busy with another patent. 

The lawyer of Unitronics according of 25.9.2007 stated Unitronics does not use PLC & GSM 

anywhere and does not have PLC integrated with GSM [Dkt. #63] 

On 10.1 2008 the lawyer of Unitronics has stopped Manipulation of the Truth of that 
Unitronics does not have any PLC & GSM and he said that Mr Gharb sent to the Court 
products of Unitronics as following: 
PLC M90 and PLC V 120 with stored Function Blocks to use with GSM [Dkt. #72] 

Main witness 

I have sent to the Court these products from Unitronics as follows: 

A - PLC M 90 - (Programmable Logic Control). 

B - PLC V 120 with stored Function Block to use with GSM from Unitronics. 

C - GSM (Global System for Mobile Phone). 

These are the witness for sale, offer, use, without authority. 

US Patent law 

21 .The law states that "whoever without authority makes, uses, offers to sell, or sells any 

patented invention, within the United States or imports into the United States any patented 

Invention during the term of the patent therefore, infringes the patent and 

Unitronics PLCs has stored with my Function Blocks (US Patent)for use with GSM. 

22. Unitronics has abused my Patent for manufacturing several Products which have been 
offered and sold with remarkable profits in the United States during the period 2000 -2006. 
And this is Patent Infringement under 35 U.S.C.§ 271. 

23. Unitronics has done this kind of Criminal business with remarkable 80.000.000 US $. 
24.1 have to thank Mr Glenn J. Perry because he accept the truth after 2 years and he has to 
know that we got international process with Mr Haim Shani because he use many good people 
to do this kind of business without any right in the world. 

USA Patent law 

25. Unitronics has abused my Patent for manufacturing several Products which have been 
offered and sold with remarkable profits in the United States during the period 2000 -2006. 
And this is Patent Infringement under 35 U.S.C. § 271. 

35 USC §284. Damages 

26. Upon finding for the claimant the court shall award the claimant damages adequate to 
compensate for the infringement, but in no event less than a reasonable royalty for the use 
made of the invention by the infringer, together with interest and costs as fixed by the court. 
When the damages are not found by a jury, the court shall assess them. In either event the 
court may increase the damages up to three times the amount found or assessed. Increased 
damages under this paragraph shall not apply to provisional rights under section 154. 

27. The Company Unitronics has a total business turnover of 7.000.000 US$. 

4 
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It is remarkable that all of sudden is that as of the year 2007 there turnover jumped to 

80.000.000 US $. 

28. 1 would like to ask the Court to require amount of compensation of 

60.000.000 US $ within 30 days from Unitronics because of infringement to my US Patent 

654 in the period from 2000 -2006 to pay for this big Damage to my US Patent. 



Sincerely Yours, 
USA Patent Holder 
Samy Gharb 
Zurich 29.1.2008 

Determine Factors - Main witness: 

The Product PLC VI 20 with stored Function blocks to use with GSM was sent by me to the 

Court. 

The Price list of PLCs &GSM. 

The letter of Controls & Power INc. 

Unitronics lawyer answer about Haim Shani. 

The Patent of Mr Haim Shani from (27.9.1999). 

These stolen Function Blocks and stored in all PLCs and used with GSM. 

My Function Blocks in my USA Patent from 3.6. 1999. 

Mr Haim Shani report about his new product of PLC M90 with GSM in the year 2000 with 

The Company believes that the introduction of M90-GSM™, opens a new market for 

Unitronics. 

The product of PLC & GSM for Security System. 

Mr Haim shani report in Well Street about his business only with PLC in year 2000 
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info@unitronic.com 
www.unitronic.com 
EURO.NM Symbol: UNIT 



Leveraging Automation with @ Technology 
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Unitronics Achieves Record Sales and Profits 
in Second Quarter 2000 



Lod, Israel, August 29, 2000. 

Unitronics (EURO.NM symbol UNIT) an Israeli high-tech company that designs, develops, 
manufactures, and markets Programmable Logic Controllers (PLCs), the computer 'brains' controlling 
automated production lines, announced today that it has achieved record sales of EURO 1,740 
thousands and record profits of EURO 469 thousands for the second quarter of 2000. 

"Reporting record sales and profit is a major milestone in the company's progress, and is in line with 
our expectations" said Haim Shani, CEO of Unitronics. "As we enter new markets, we believe that 
revenue growth should continue. We plan to sustain our sales growth by entering the North American 
market during the second half of the year. However, to continue to develop quality PLC products that 
are timed to meet market demand, we must also maintain our high level of research and 
development. With a marketing and distribution network firmly in placed, I believe that we will be able 
to bring advanced and efficient automation solutions to the growing PLC world market". 

Unitronics offers PLCs that are integrated with advanced communication technologies, embedded 
with Internet and wireless communication abilities. Unitronics' WebPLC™ uses www technology to 
enable seamless production-floor-to-boardroom communications. The M90-GSM is capable of 
wireless communications over cellular telephone networks. 



Business Development during the period 



Sales and profit 

Sales for the three months ended June 30, 2000 reached a record of EURO 1,740 thousands, an 
increase of 122% compared with the same period in 1999. 

Total revenues for the first six months ended June 30, 2000 reached a record of EURO 3,285 
thousands, an increase of 120% compared with the first half of 1999. 

The gross profit for the three months ended June 30, 2000 improved to 63% of sales compared to 
40% of sales in the three months ended March 31 , 2000. 

The net profit for the three months ended June 30, 2000 amounted to EURO 469 thousands, 
compared to EURO 20 thousands in the same period of 1999, an increase of 2245%. 
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Introduction of new products 

The WebPLC™ 

Unitronics has completed the WebPLC™ development project and has begun sales of these devices 

via select distributors. 

The WebPLC™ allows a network supervisor to use the Internet to monitor, diagnose and correct 

problems from remote locations. The Company believes that a potential market is emerging for 

Internet based PLCs. 

The WebPLC™ enables production managers to remotely monitor and quickly intervene in system 

problems. 

The M90-GSM™ 

The M90-GSM™, is a new product which allows wireless SMS (Short-Message-Service) messages 

to be sent to and from a PLC to a cellular phone user via cellular networks. 

The M90-GSM™ enables remote-controlled operation of machines and devices via GSM cellular 

communication networks. 

Unitronics' customers can therefore remotely maintain vending machines, refrigerating trucks, 

building automation, fuel and chemical tanks, highway traffic control systems, etc. - without the need 

for on-site personnel. 

The Company believes that the introduction of M90-GSM™, opens a new market for Unitronics. 



Sales and Marketing 



Distribution 

The Company managed to build a worldwide distribution network during the first half of 2000. The 
Company believe that a strong, worldwide distribution network is a most crucial element in a 
successful marketing organization. 

The company increased its distribution network to include 33 distributors throughout Europe, Asia, 
South America, and Africa, with a sales force totaling over 130 salespersons. The new distributors 
were carefully selected from companies applying for distributorships. 

Alon Kedar, Unitronics' Vice President of Marketing, comments " We have successfully recruited 
many new distributors since January. That alone was a huge project— but of course, it is only the 
beginning. We are building a strong marketing platform, a flexible structure that will enable us to 
target the proper market for our future product lines." 

Trade shows 

Trade shows provide the opportunity to create new business contacts with potential clients and 
distributors and further the market penetration of new products. This year, Unitronics participated in 
international trade shows throughout Europe, China, South and North America. The company's 
products have also been represented by its distributors in a number of local trade shows. 



Case 1 :06-cv-00027-RMC Document 80 Filed 01/29/2008 Page 14 of 31 



Customer care 

To promote customer satisfaction and marketing success after the substantial rise in the number of 
distributors and the size of our client base, Unitronics decided to increase the size of the customer 
care department. This allows the company to expand its training activities and to deliver a higher 
level of customer care and technical support. 



Research & Development 



We judge agility— the ability to quickly rethink, retool, and respond to market opportunities to be an 
important business asset. Experience has shown us that the feedback from our customers is 
valuable in indicating future market demand. In accordance with this principle, we adapted our R&D 
plan to allow us to develop additional new products resulting from such expected demands. 

Our flexibility enabled us to introduce I/O expansion modules to our M90 micro-OPLC™ line. These 
upgrade the functional capability of an M90, allowing it to automate a broader spectrum of systems. 
Unitronics has completed the WebPLC™ development project and has started sales of these 
devices via select distributors. The R&D department is continuing to refine and broaden this series. 

The M90-GSM, a new product which allows wireless SMS (Short-Message-Service) messages to be 
sent to and from a PLC to a cellular phone user via cellular networks, was also introduced into the 
R&D plan for the year 2000. As much of the groundwork for the development of the M90-GSM 
directly resulted from the WebPLC™ project, the M90-GSM progressed quickly through the R&D 
process and has already been released to market. 

"I am confident that we will continue to identify and embed the best of emerging communication 
technologies into our products" Eyal Saban, Unitronics' Chief Technology Officer commented 
recently. "I think the M90-GSM is going to have great impact. Mobile data communications and m- 
Commerce give the end-user a tremendous advantage." 

The R&D team has carried out planned product development largely according to schedule in 
addition to developing the products mentioned above. 
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Acquiring new facilities and expanding staff 



Due to continued business expansion, Unitronics signed in July 2000 a contract for the acquisition of 
new facilities from which it plans to conduct its business activities. The new 1600 square meter 
facility is located in close proximity to the Tel Aviv international airport. 98% of the facility's USD 2.1 
million purchase price is provided for by a 15-year financing plan, backed by a financial institution, 
allowing a monthly return not materially higher than the rent due on similar property. 

Unitronics' management decided that it was necessary to acquire a new facility after drafting the 
Company's long-term business plan, which calls for increased marketing and R&D activity. The 
Company has begun a personnel recruitment drive to increase the size of the staff needed to support 
this planned activity, and expects to require additional office space. 
The new, larger facility is now under construction, and is planned to be ready in 2002 



For further information: 

Unitronics +972 8 9786 555 

Haim Shani, Chief Executive Officer haim@unitronic.com 

Cara Levy, Investor relations info@unitronic.com 

Unitronics Web Site: www.unitronic.com 
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Unaudited Statements of Operations of Unitronics (1989) (R"G) Ltd. 

Convenience translation into EURO* 



Revenues 
Cost of revenues 
Gross profit 

Research & Development expenses, net 
Selling & Marketing expenses, net 
General & Administrative expenses 
Operating profit 

Financing Income (expenses) net 
Operating profit after financing expenses 



For the three 
month period 
ended June 30, 


For the three 
month period 
ended June 30, 


For the six 
month period 
ended June 30, 

2000 


For the six 
month period 
ended June 30, 


2000 


1999 


1999 


(in thousands) 








1,740 
641 


781 
364 


3,285 

1,565 


1,491 
750 


1,099 


417 


1,720 


741 


216 
246 
190 


57 
124 
122 


442 
557 
358 


108 
223 
252 


447 


114 


363 


158 


22 


(13) 


(296) 


(30) 



101 



128 



Tax benefits (taxes on income) 



mi 



J491 



Profit after tax benefits 

The Company's share of affiliated company 

result 

Profit for the period 


469 


469 


30 

(10) 
20 

0.003 


67 

(3) 
64 


79 

(16) 
63 


Profit per 1 ordinary shares 
(under IAS) 


0.054 


0.007 


0.009 



* Figurs for all periods above were translated at the exchange rate of the EURO against the NIS (New Israeli 
Shekel) as of 30 June, 2000 (1 EURO = 3.9151 NIS). 

The notes to the financial statements form an integral part thereof. 



n 
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Unaudited Statements of Operations of Unitronics (1989) (R"G) Ltd. 

Inflation adjusted NIS* 





For the three 
month period 
ended June 30, 

2000 


For the three 
month period 
ended June 30, 


For the six 
month period 
ended June 30, 


For the six 
month period 
ended June 30, 




1999 


2000 


1999 




(in thousands) 








Revenues 

Cost of revenues 


6,811 
2,511 


3,056 

1,422 


12,861 
6,131 


5,838 

2,936 


Gross profit 


4,300 


1,634 


6,730 


2,902 


Research & Development expenses, net 
Selling & Marketing expenses, net 
General & Administrative expenses 


846 
963 
744 


225 
486 
478 


1,730 
2,180 
1,400 


423 
874 
987 


Operating profit 


1,747 


445 


1,420 


618 


Financing Income (expenses) net 


88 


(49) 


(1,158) 
262 


(119) 


Operating profit after financing 


1,835 


396 


499 


expenses 










Tax benefits (taxes on income) 





(278) 





(191) 



Profit after tax benefits 

The Company's share of affiliated 
company result 
Profit for the period 

Profit per 1 ordinary shares (under IAS) 



1,835 



0.213 



i40j_ 



ilPl 



252 



ml 



246 



* The inflation adjusted NIS figures are stated in terms of NIS of June 2000. 
The notes to the financial statements form an integral part thereof. 
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Financial Statement Analysis 

Revenues - Sales for the three months ended June 30, 2000 reached EURO 1,740 thousands, a 
record quarter for the Company, and a rise of 122% compared to the same quarter of 1999. Sales 
for the six months ended June 30, 2000, reached EURO 3,285 thousands, an increase of 120% 
compared to the first six months of last year, when sales reached EURO 1 ,491 thousand. 
The increase in the development of the company's business is supported by the large marketing 
infrastructure which has been developed by the company during the last six months. 

Cost of Revenues and gross profit - The cost of revenues for the last three months ended June 30, 

2000, includes materials, sub-contracting and production overhead, amounting to EURO 641 

thousands (36.2 of sales), as compared to EURO 364 thousands (46.6 of sales) for the same period 

of 1999. 

Gross profit for the three months ended June 30, 2000 amounted to EURO 1 ,099 thousands (63% of 

sales) compared with EURO 417 thousands (53.3% of sales) for the same period of 1999. 

The gross profit improved to 63% in the second quarter of the year 2000, resulting mainly from the 

completion of the M90 production outsourcing process, as well as concluding a number of 

automation projects, including supply of PLCs and system integration. 

The cost of revenues for the first six months ended June 30, 2000 amounts to EURO 1,565 

thousands (47.6% of sales), as compared to the first six months of last year, which amounted to 

EURO 750 thousands (50.3% of sales). The gross profit for the period was EURO 1 ,720 thousands 

(52.4% of sales), compared to the first six months of last year, during which time gross profit 

amounted to EURO 741 thousands (49.7% of sales). 

Research and Development Expenses - Research and Development expenses reflect the high level 

of activity required in developing new technologies and products. The Company believes that highly 

innovative products and concepts in its market segments will provide significant growth potential for 

the future. 

The company invested approximately EURO 216 thousands (12.4% of sales) in R&D during the 

three months ended June 30, 2000, compared to EURO 57 thousands (7.2% of sales) in the same 

period last year. 

Total research and development expenses during the first six months ended June 30, 2000, 

amounted to approximately EURO 442 thousands (13.4% of sales) compared to EURO 108 

thousands in the same period last year (7.2% of sales). 

Selling and Marketing Expenses - Selling and Marketing Expenses including salaries, trade shows, 
sales materials, and other marketing expenses for the three months ended June 30, 2000 were 
EURO 246 thousands (14.1% of sales), compared to EURO 124 thousands (15.8% of sales) in the 
same period last year. 

Total selling and marketing expenses during the first six months ended June 30, 2000, amounted to 
approximately EURO 557 thousands (16.9% of sales) compared to EURO 223 thousands in the 
same period last year (14.9% of sales). 

General and Administrative Expenses - General and Administrative Expenses for the three months 
ended June 30, 2000 amounted to EURO 190 thousands (reduced to 10.9% of sales) compared to 
EURO 122 thousands (15.6% of sales), for the same period of 1999. 

The General and Administrative Expenses during the first six months ended June 30, 2000 amounted 
to EURO 358 thousands (10.89% of sales) compared to EURO 252 thousands, (16.9% of sales) 
during the same period last year. 
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Operating Profit (loss) - The total operating profit before financing costs for the three month period 
ended June 30, 2000, reached a record of EURO 469 thousands (26% of sales), compared to 
EURO 30 thousands (3.8% of sales) for the same period of 1999. 

There was improvement over the first six months of this year, starting with an operating loss of 
EURO 84 thousands in the first quarter of the year 2000, and ending with a profit of EURO 447 
thousands in the second quarter of the year 2000. This largely resulted from changes in the gross 
profit as described above. 

Financing Income (Expenses) - Financing income for the three months period, ended June 30, 2000, 
amounted to EURO 22 thousands. Total finance expenses (net) for the first six months ended June 
30, 2000 amounted to EURO 296 thousand, compared to EURO 30 thousands in the same period 
last year. This is due mainly to the fact that the majority of cash and cash equivalents untill April, 2000 
where in Euro while the financial statements are prepared in New Israeli Shekel (NIS). The company 
EURO deposit was exposed to the devaluation of the EURO against the NIS. The finance expenses 
in the first quarter of year 2000 amounted to EURO 318 thousands, while the finance income during 
the second quarter of the year 2000, amounted to EURO 22 thousands. This largely resulted from 
changes in the EURO exchange rate against the NIS. Since April 2000, the company has changed its 
investment structure, and the currency of investments, which is currently not kept in EURO. 

Profit for the period - The Company's net profit for the three months ended June 30, 2000 reached 
EURO 469 thousands (26.9% of sales), compared with EURO 20 thousands (2.5% of sales) for the 
same period in 1999. 

The net profit for the first six months ended June 30, 2000 amounted to EURO 64 thousands (1.9% 
of sales), compared to EURO 63 thousands (4.2% of sales) during the same period last year. There 
was improvement over the first six months of this year, starting with a loss of EURO 384 thousands 
in the first quarter of the year 2000, and ending with a profit of EURO 469 thousands in the second 
quarter of the year 2000. 
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About Unitronics and the business environment 

Unitronics (EURO.NM symbol: UNIT ) is an Israeli company that designs, develops, manufactures, 
and markets Programmable Logic Controllers (PLCs), the computer 'brains' that controls automated 
production lines. Our company is dedicated to the prime directive of PLC controk-to make 
automation simple, efficient, and affordable. 

Since 1989, we have introduced devices intended to provoke new trends in production line 
automation. We created the OPLC™ controller series: controllers that enable bi-directional man- 
machine communication through a simple user interface. 

Our state-of-the art PLCs are installed in plants in a variety of industrial sectors-petrochemical, paper 
and corrugated, plastics and foods, energy and environment, air conditioning and building control, 
machine and process control applications, power generation, water and wastewater management— 
where automation and process control are needed. 

We believe that in today's global economy, data has become an incredibly valuable commodity. In 
industry, production data must be freely distributed through all levels of an enterprise. Data must be 
equally available on the production floor, to marketing staff and to management. Proper data 
distribution leads to greater efficiency — a key element of success in an increasingly competitive 
marketplace. 

This is driving a strong market trend towards PLCs that are integrated with advanced communication 
technologies, PLCs that enable vertical communications throughout an enterprise — on a global scale. 
We expect to timely release a new generation of products, embedded with Internet and wireless 
communication abilities, to meet this trend. Unitronics' WebPLC™ uses .www technology to enable 
seamless production-floor-to-boardroom communications. Our M90-GSM is capable of wireless 
communications over cellular telephone networks. A mobile user can send and receive production 
data via a cell phone — even where the M90-GSM itself is installed in a moving vehicle. 

According to a Frost & Sullivan report (Report 5450-10), the world PLC market is expected to reach 
USD 10.29 billion by the year 2004. Our objective is to become a major player within our market 
niche by developing technologically advanced products that are timed to meet market demand, and 
by developing and maintaining a global marketing network to deliver those products where market 
demand exists. 



For further information: 

Unitronics +972 8 9786 555 

Haim Shani, Chief Executive Officer haim@unitronic.com 

Cara Levy, Investor relations info@unitronic.com 

Unitronics Web Site: www.unitronic.com 



m 
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Questioning Market Leaders For Long Term Investors 



THE FOLLOWING REPORT IS EXCERPTED FROM 
THE WALL STREET TRANSCRIPT 



CEO/COMPANY INTERVIEW 



HAIM SHANI 

Unitronics Industrial Automation Systems 
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Unitronics Industrial Automation Systems (UNIT.bru) 



HAfM SHANI is Chief Executive Officer of Unitronics Industrial 
Automation Systems. Mr. Shani has also been the Chairman of 
Unitronics' Board of Directors sine-;: the company's incorporation in 
!9 39. hk- is also a member of the Board of Directors for Unitronics South 
Africa. During the yean-. 1984-1988, Mr Shani served as general 
manager of CST Ltd., a company engaged m the development and 
manufacture of robotic controllers and military equipment. 




SECTOR - SYSTEM SOFTWARE 
(JAR609) TWST: Perhaps the best place to 
begin is with a brief history and an overview of 
the main business of Unitronics? Could you 
profile your company and highlight the most 
significant recent events? 

Mr. Shani: Unitronics was established 1 1 
years ago in 1989. It was involved in providing 
dedicated solutions for industrial automation — 
that was our general activity at the beginning. In 
the last 4-5 years there have been major changes. 
We began to design, develop, produce, and market 
a special line of PLCs (Programmable Logic 
Controllers), the computer 'brains' that control au- 
tomated production lines. We introduced to the 
market a product called the OPLC, which is a PLC 
integrated with an HMI (Human-Machine- 
Interface) operator panel. We believe we were the 
first ones in the world to offer such a combination, 
which allows a production line machine operator 
to communicate directly with the 'brain' that con- 
trols a machine. Without the communication inter- 
face, every time there is a problem in the machine, 
the brain, the controller, recognises what the prob- 
lem is and can detect exactly why, but cannot com- 
municate the information to the operator -and we 
lose production hours. 

The OPLC is able to provide the machine 
operator with information regarding the reasons 



for, what to do with and how to proceed when 
there is a problem. I believe this to have been the 
most user-friendly solution available at the time on 
the market. Recently, we developed a revolution- 
ary concept whereby an industrial controller with 
these user-friendly features can be connected to the 
Internet. We realised that it's not possible for us to 
develop and support such concept without consid- 
erable working capital. That was one of the rea- 
sons we sought financing possibilities, and as you 
know in the last quarter of 1999 we effected our 
IPO, which afforded us with funds to invest, in 
particular, in the company's marketing and the 
working capital required to develop this product. 
This product is called WebPLC (a Unitronics 
trademark). As far as we know today, it's the only 
embedded solution that offers a PLC direct con- 
nectivity to the web, not like other solutions of 
which we are aware which allow a PLC or a few 
PLCs similar connectivity via an IPC or servers. 
WebPLC devices also include an HMI, a Human- 
Machine-Interface operator panel. 

TWST: Since this is going to be a new 
market, can you give me some idea how you ex- 
pect it to grow and evolve, and how rapidly you 
expect it to grow and evolve? 

Mr. Shani: To my knowledge, the world 
PLC market today is between $7-8 billion, and can 
be categorised according to PLC sizes (micro, 
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small, medium and so on). In general we look at 
communication as a key to the industry's future: 
the need to connect every machine to a communi- 
cation network. Today the most inexpensive solu- 
tion for communication seems to us to be the 
Internet. We produce mostly micro, small and 
medium PLCs. We believe the micro to medium 
PLCs market niche is currently around $4-5 bil- 
lion, and we are aiming with our projections at rev- 
enues representing approximately 1% of the 
market a few years from now. We are trying to be 
realistic and not aim at 10% or 20% or half the 
market. We are not yet an internationally renowned 
brand name like certain of our competitors, but we 
believe we can achieve the goal of capturing 1% of 
the market in a few years. 



"We introduced to the market a product called 

the OPLC, which is a PLC integrated with an 

HMt (Human-Machine-Interface) operator panel. 

We believe we were the first ones in the world 

to offer such a combination, which allows a 

production line machine operator to 

communicate directly with the 'brain' that 

controls a machine. " 



TWST: Since we mentioned a potential 
competitor, can you talk a little bit about how 
you see the competitive landscape? Who do you 
meet in the marketplace when you're compet- 
ing, and what do you think your competitors ad- 
vantages are? 

Mr. Shani: Talking about PLCs — it's a 
field with big players — you will find companies 
like Rockwell from the US with a division called 
Allen-Bradley; or companies like Siemens, 
Mitsubishi from Japan, and so on. Currently, to the 
best of our knowledge, none of these big players 
offer such an embedded solution. Solutions of 
which we are aware that they do offer for linking 



PLCs to the Internet are mainly via gateways like 
a PC web server installed in the factory. We be- 
lieve that Unitronics' WebPLC solution offers cer- 
tain possibilities which are not available through 
such gateway-based technology. A simple exam- 
ple: if you have an elevator in an apartment block 
or offices, you can connect such an elevator to the 
Internet; today the Internet is accessible via cable 
TV in most modern buildings without requiring 
any specialised additional infrastructure. Such a 
solution can allow the elevator company to pro- 
vide better service, for example, if anyone is stuck 
in the elevator and presses the alarm button, it may 
automatically initiate an e-mail to the control cen- 
tre. The elevator maintenance crew can then run 
diagnostic tools via the Internet network and check 
exactly what's going on inside the elevator and 
what's the reason for the problem, much faster 
than someone that may or may not hear the alarm. 
Another example would be vending machines: 
these can be located at various sites, and allow 
their operators to access, through the internet, in- 
formation about the stock levels of the machine 
and whether everything is working properly. 

We believe the key to the future is commu- 
nication. 

TWST: Can you explain what barriers 
to entry exist for the sector that you're in? 
What stops new companies challenging? 

Mr. Shani: It's difficult to say, but I think 
one of the most problematic points is to maintain a 
very high level of R&D because things are moving 
very fast today-the life cycle of a product is getting 
shorter and shorter; so to be fast and innovative is 
the biggest problem-and of course to have enough 
resources for marketing. We have recently been 
emphasising the importance of hiring very profes- 
sional and experienced people for marketing, 
which we believe, has brought good results. We 
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Automation Systems 



Ticker (exchange) UNIT.BRU (EURO.NM) 

Price close 3/9/00 12.0 Euros 

12 Months Price Range 3.72 - 15 Euros 



Corporate Headquarters 

P.O.Box 733 Lod 
71 106, ISRAEL 

Phone: + 972-8-9786555 
Fax: +972-8-9213888 

Web: unitronic.com 
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E-mail: ii 
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Corporate Profile 

Unitronics Industrial Automation: 
WebPLC™ and OPLC™ integrated controllers 

Unitronics is an Israeli advanced technology company that designs, 
develops, manufactures, and markets Programmable Logic Controllers 
(PLCs), the computer 'brains' that enable automated production lines. 
The company is dedicated to the prime directive of PLC control- 
making automation efficient, affordable, and above all, usable. 

Since 1989, Unitronics has introduced devices that provoke new 
trends in production line automation. The company set new 
industry standards by creating its flagship OPLC™ controller 
series; controllers that enable bi-directional man-machine 
communication through a simple user interface. Unitronics' 
innovative Internet-based WebPLC™ series is designed to function 
both as a web server hosting an Intranet/Internet Web site, and as a 
browser; capable of remote diagnostics and communications on 
thelnternet, Ethernet/LAN level. Now in beta test stage, the 
WebPLC™ is expected to transform the industry's approach to data 
communications. The potential of Internet capability means that 
any WebPLC™ can be controlled from any point in the world 
where the Internet exists. This means that a production manager 
vacationing on the French Rivera, who uses a WebPLC™-based 
production line, can control his production line in Seoul via his 
laptop PC. WebPLC™ devices are the culmination of Unitronics' 
determination to provide its customers with the latest in technology 
combined with the ultimate in user-friendly design. To ensure 
continued success in the competitive sector of high technology, 
Unitronics concentrates on first identifying those emerging 
technologies which will create a future market demand, and then 
embedding these technologies into its products. The company's 
new generation of products leverage the standards for industrial 
automation via cutting-edge IP communication technology. 

Unitronics markets its products through a global distribution 
network reaching over every continent except Antarctica. 
Unitronics controllers automate production lines across the globe. 



End-user industries and clients 

Examples of end-user industries for Unitronics' products include 
the automotive, petrochemical, plastics, textiles, energy, packaging, 
building, environment control, and food-processing industries. 
Unitronics has provided products to companies such as: Coca Cola, 
Dannone, Elf Lub N.V., Campina Melkuni Mona, Agfa, Colgate- 
Palmolive, Quaker Oats, Israel Aircraft Industries, Farm Frittes, 
Heinz, the Klooftmine Gold Mines, and Nestle. 



Unitronics Business Strategy 

Unitronics' objective is to maintain and increase its market 
penetration, via business and marketing strategies which include: 

• Targeting a potential market for Internet-based PLCs. The 
company believes that there is an emerging market for 
Internet-based PLCs. In the company's opinion, the potential 
for this market is based upon certain factors, including: 

- The Internet's potential for facilitating remote control of 
production line tasks. Unitronics believes that such potential 
may spur market development, due, in part, to a trend 
towards the outsourcing of production line tasks. This may 
also provide a less expensive way of monitoring and 
outsourcing production. 

- The Intranet technology's potential for facilitating peer-to- 
peer communications between linked PLCs, thereby 
enhancing production line efficiency. 

• Establishing a Virtual WebPLC® Store on the Internet. 
Unitronics intends to establish a Virtual Web Store, to provide 
a platform for the penetration of WebPLC® products into the 
PLC industry. The web store is intended to allow clients to 
purchase WebPLC® products on-line and to receive on-line 
technical support. The company also perceives the web store 
as an advertising platform. 

• Building marketing infrastructure. Unitronics believes that a 
strong, worldwide distribution network is a most crucial 
element in a successful marketing organization. The company 
regards investing in solid marketing infrastructure as a vital 
investment for the future, one that ensures broad distribution 
channels for Unitronics' future products. 

• Creating strategic relationships. The company intends to 
expand its operations through forming strategic alliances with 
machine manufacturers, particularly in newly industrialized 
parts of the world such as Latin America. Unitronics believes 
such strategic relationships to be highly beneficial, based on 
the company's existing relationships with machine 
manufacturers in other parts of the world, such as Pallmac 
Belgium NV/SA of Belgium, Stocklin Logistik AG of 
Switzerland, and Ridder Machinebouw BV of Holland. 
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have recently expanded our distribution channels 
in many European countries, some countries in 
South America, in Asia, Australia and New 
Zealand. I see this combination of R&D and mar- 
keting as the key to success. 

TWST: So you now feel that you have 
the marketing operation in place that maybe 
was not as developed beforehand in the past. 
Can you tell me a little bit about your R&D op- 
eration? What percentage of sales is reinvested 
in R&D; how large a part of your business is it? 

Mr. Shani: We believe that in the coming 
1 or 2 years we will have to invest in R&D more 
than we had initially intended. It depends, among 
other things, also on the future of emerging com- 
munication technologies and trends; but it may 
become quite an investment. 



"The OPLC is able to provide the machine 

operator with information regarding the 

reasons for, what to do with and how to 

proceed when there is a problem. I believe this 

to have been the most user-friendly solution 

available at the time on the market. Recently, 

we developed a revolutionary concept whereby 

an industrial controller with these user-friendly 

features can be connected to the Internet. " 



TWST: Which parts of the manufactur- 
ing do you actually outsource, and what pieces 
do you keep in-house? 

Mr. Shani: We don't believe that we have 
any added value in manufacturing, especially in 
the industrial climate in Israel, where you can eas- 
ily find good sub-contractors. We try to outsource 
as much as possible. Currently the Company at- 
tends to component purchasing and, following 
manufacturing by sub-contractors, conducts qual- 
ity assurance tests in-house. 

TWST: We didn't talk at the beginning 
about the IPO, except very briefly. Can you tell 



me what it's going to enable you to do in terms 
of your growth strategy, in terms of acquisitions 
that you might be looking at? 

Mr. Shani: Let's start with the second 
point. We have recently begun considering acqui- 
sitions, for example, of companies which are sim- 
ilar but not competitive with our products. 
Companies with complementary technologies are 
of interest for us since they may enable us to offer 
a much wider portfolio of solutions for distributors 
and end-users, while using our current distribution 
base. In addition, we are heavily investing in R&D 
and marketing, and expect such investments to 
positively influence this year's results. For the year 
2000, we are aiming at revenues of approximately 
$10 million. We believe we will also need to ade- 
quately conform our logistics and management 
abilities to address the expected growth. 

TWST: So the most important chal- 
lenge for you over the next 6-12 months is 
managing this new growth. Can you tell me a 
little bit about your management team; can 
you tell me a little bit about the areas on which 
you personally focus, and the other key people 
in Unitronics? 

Mr. Shani: You are right. We do believe 
that management is the key to our success. The 
management philosophy that we have in the com- 
pany is that the quality of people is something we 
have to ensure from, as we say in Israel, private 
to general, and everybody should be involved and 
motivated. I think we are successful at that. As re- 
gards myself, for more than a year I have been in- 
volved more in building the management team 
than in management of day-to-day operations; We 
recently appointed a new C.T.O., Mr. Saban, who 
will be in charge of high-level management for 
the R&D team, and try to take a long-term view. 
We have a C.F.O., Mr. Itscovich, who has been 
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working in the company since 1994; and I think 
we have very high-level people in engineering 
and R&D. Mr. Kedar serves since June 1999 as 
V.P. of Marketing — actually we hardly see him 
in the company, since he returns to Israel only on 
weekends. Mr. Kedar came to us with very good 
references; he served as sales director for a com- 
pany called Zag, which, to our knowledge, had a 
very fast growth rate, from approximately $4 mil- 
lion to approximately $100 million in approxi- 
mately 4 years. 



"We have recently begun considering 

acquisitions, for example, of companies which 

are similar but not competitive with our 

products. Companies with complementary 

technologies are of interest for us since they 

may enable us to offer a much wider portfolio 

of solutions for distributors and end-users, 

while using our current distribution base. " 



TWST: Who is making the strategic in- 
vestment decisions at Unitronics? Who is sit- 
ting down and thinking about the future 2 to 5 
years out? 

Mr. Shani: It's mainly a group of 3 people 
internally in the company: our C.T.O., our C.F.O. 
and myself; and in most of these decisions we in- 
volve the board of directors. One member of the 
board is Mr. Jaegermann, the CEO. of Prolaser. 
Prolaser also experienced a rapid growth during 
the last one-and-a-half/two years; and Mr. 
Jaegermann has quite a lot of experience with ac- 
quisitions for Prolaser, which has recently reported 
the acquisition of certain companies of the 
Rodenstock Group. So this team, together with the 
board of directors meet together frequently to dis- 
cuss these and other matters. 

TWST: If we turn to the financial ratios 
of the company, what is the most important 11- 
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nancial ratio or the most important number in 
the financial reports? 

Mr. Shani: Currently in the company we 
devote most of our attention to revenues. We be- 
lieve that securing a market share as fast as pos- 
sible is the most important task for the coming 
one or even two years. The level of gross and net 
profit is expected to be within the projected fig- 
ures however, if we proceed with expanding 
R&D expenses, in particular with respect to 
emerging communication technologies, our bot- 
tom line is expected to be affected accordingly. 

TWST: When you sit down with equity 
analysts and other investors in the company, 
what sorts of concerns, what sorts of subjects do 
they raise with you? 

Mr. Shani: Mainly the competitive edge 
of the company regarding technology; that's the 
most common concern of the analysts. Most of 
the time they get a very good feeling after they 
see our customer / end-user base. End-users of 
our products and services include major compa- 
nies world-wide like Philips, Agfa and Nestle. 

TWST: You have Danone, Elf, Israel air- 
craft industries, Heinz, Nestle, so there's clearly 
a blue chip client base. What sorts of expecta- 
tions have these companies got vis-a-vis your 
products going forward? 

Mr. Shani: I think it varies from company 
to company, but we believe that most of them are 
impressed with the high level of technical and in- 
novative solutions which we believe that we offer. 
We think that they're also very convinced of the 
quality and the reliability of our products. At the 
end of the day, the right product, one that is reli- 
able and based on the right technologies, will sim- 
ply make money for these companies. One such 
blue-chip end-user (a soft-drink manufacturer) re- 
searched its own production lines, measured the 
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down-time of each production line and their ca- 
pacity and production speed, divided the cost per 
bottle or the cost per can, and they came to a very 
clear conclusion, that using our solutions simply 
saved money. 

TWST: Can you tell me about the geo- 
graphical distribution of your markets? Are 
most of your customers in the US or are they in 
Europe? How is it spread around the world? 

Mr. Shani: Our marketing has developed 
considerably in the last few months. Most of our 
market is in Europe and Israel. We have quite a lot 
of contacts in Asia and Latin America. We have not 
yet heavily invested in accessing the North 
American market, which we plan to begin during 
the second half of this year. We do of course have 
the initial contacts with distributors, but we de- 
cided to actively pursue further marketing activi- 
ties after a trade exhibition due for next month. I 
assume most of the results of our activities in 
North America will be reflected in the financial re- 
sults of the last quarter of the year 2000 and those 
of the year 2001. 

TWST: If you were sitting down with a 
group of potential US investors, how would you 
summarise the essential proposition or mission 
of Unitronics? 

Mr. Shani: In our projection we are aim- 
ing for 1% of the world market in a few years. We 
believe that reactions from the market indicate 
that we may exceed this percentage. Looking at 
the price situation in our market in the US (again, 
I'm not talking about the wide market; I'm talk- 



ing about distributors and some users, machine- 
builders, for example), we are strengthened in our 
belief that we may be able to achieve the estimate 
of 1% of the market and perhaps even exceed 
such number. 

TWST: Are there any other points that 
you'd like to highlight? 

Mr. Shani: The only thing is of course that 
we expect growth, and this growth is linked to this 
revolution that you see everywhere, the communi- 
cation revolution. To be honest, the only thing we 
are doing is just bringing this communication revo- 
lution to the industrial automation field. It's nothing 
new; it's just new in our field. 

TWST: Thank you. 

HAIM SHANI 

Chief Executive Officer 

Unitronics Industrial Automation Systems 

2 Hamelacha Street 

Northern Industrial Zone Lod 

Israel 

972 897 86 555 

972 892 13 888 - FAX 

Each Executive who is the featured subject of a 
TWST Interview is offered the opportunity to 
include an Investors Brief or other highlight 
material to be provided and sponsored by and for 
the company. This Interview with Haim Shani, 
CEO of Unitronics Industrial Automation Systems 
is accompanied by an Investors Brief containing 
corporate information. 
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S^T^ faCiUtieS haVC n ° rdevance to m * claim ««t«l by Defendant. 
Subject to and without waiving such objections, Plaintiffs respond as follows: 

ANSWER: 

fitf ffS ' manufecturing facilities m dl located outside the United States, primarily in 

INTERROGATORY NO 8 

8. How got Unitronics the idea to build Micro PLC & GSM please put the name of the 
unitromcs expert which he did it with Data 

OBJECTIONS: 

Plaintiffs object to this question as vague, inasmuch as Defendant has not defined the 
meaning of the term Micro PLC & GSM, which also makes the request overly broad and 
burdensome The request is also overly broad in that the claim asserted by Defendant in that 
U.S. Patent No. 6,552,654 claims a security system of which a PLC is but one element of the 
claimed invention. Plaintiffs object to this request to the extent it seeks the disclosure of 
confidential information. Subject to and without waiving such objections, Plaintiffs respond 
as follows: 

ANSWER: 

Unitronics does not produce PLC & GSM; Unitronics only produces PLCs. The idea of 
connecting external modems, whether wireless such as GSM or traditional landline is known 
information and is used by most PLCs throughout the world. The communications port 
included m Unitronics' PLCs allows connection to external modems that have existed since 
Unitromcs first began production of PLCs in 1989. Unitronics PLCs could be connected to 
— > wireless modems, including GSM,ias_sooji_as_sueh technology was available in the market 
Such a wireless connection requires prograninimg~mrTIX^a _ ^apabfliry inherent- in" il 
PLCs. Unitronics first began selling "GSM enabled" PLCs in 1999, meaning that Unitromcs 
preprogrammed the PLCs to communicate with wireless devices such as a GSM device Mr 
Haim Shani, Unitronics CEO and Mr. Eyal Saban, Vice President and Chief Technology 
Officer for Unitromcs and would be the individuals most knowledgeable about Unitronics' 
decision to produce PLCs capable of communicating with a GSM device. Data sheets and 
specifications for Plaintiffs' GSM ready PLCs are submitted concurrently herewith via CD- 
ROM as they are too large for electronic filing. 

INTERROGATORY NO. 9 

9. Why Unitronics didn't file USA Patent application for this idea if this should be the own 
Unitronics 



Case 1 :06-cv-00027-RMC Document 80 Filed 01/29/2008 Page 29 of 31 



(II) INTERNATIONAL APPLICATION PUBLISHED UNDER THE PATENT COOPERATION TREATY (PCT) 



) World iuteilectusl Property Organization 



PCT 



A6IBS7103 (81) Designated Statu (national): AE, AC, AL, AM,AT,AU, 

AZ, B A, BB, BG. BR. B Y, BZ, CA, CH, CN, CR, CU, CZ, 

nbtr. PCMLOQ/00443 DB, DK. DM. DZ, EE, ES. a OB, OD, OB, OH, CM, HR, 

HU. ID, 1L, IN, IS, JP, KE, KO, KP. KR, KZ. LC. LK, l.R. 

25 July 2000 (25 07 2O00> "• LT ' Lu ' LV ' MA ' ^ MG ' MK - MN - N1W ' Mx - Mz - 

NO. NZ, PL. PT, RO. RU. SD, SE. SG. SI. SK, SL. TJ, TM. 

c.ji.i. TR,TT.TZ,UA,UO,US,UZ,VN,YU,ZA,ZW. 



(21) International/ 



(M) Publication Language: 



i Inventon: SHAM. Halm [ILflLlI 83 Attolam Street. 
73142 Shaham 0L). SHAVIT, Ittal tIL/tt.1; 58A Hera] 
Street, 22401 NabariyaOU. 



I Detignated Stain (regional): ARIPO patent (OH, OM. 
KE, LS, MW. MZ, SD. SL, SZ, TZ. UG, ZW), Eurasian 
patent (AM. AZ, BY, KG, KZ, MD, RU. TJ.TM), European 
patent (AT, BE, CH, CY, DE, DK, ES, PI, FR, OB. OR, 02, 
IT. LU, MC, NL, PT, SE), OAPI pateni (BF, BJ. CF, CG, 
CI, CM. OA. GN, GW, ML, MR. NE, SN. TD. TO). 



i. refer to the "Child 
e Notes on Codes and Abbreviations" appearing at the begtn- 
i of each regular issue of the PCT Gamte. 



; (54) Tide: AN IMPROVED METHOD AND APPARATUS FOR THE DETECTION OF MEDICAL CONDITIONS OF SHOCK 




The Big Story of Mr Haira Shani 
in 27.6.1999 



he was busy with this is Patent 
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5 Moreover, the use of Wireless Controllers would eliminate the burdensome cabling 

requirements by replacing cabling with a reliable wireless link, making both installation and 



chS^ 




Irrigate 



In a WilCo™ system, controllers communicate with each other using 
an "any-to-any", reliable, wireless link. 
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Security system with PLC& GSM 



IsitanHMl? 
Is it a PLC? 
It's Both, 



TbiMMfWl 
EodiMiaoPtClaty**: 
•Onboard I/O conftjiffoJiM. 
k;A I/0j via c >zw* of I/O «pci» on 



inlegrol HMI, indvdmg UD & keypad 
M91lCD:21&-diaractert@di«s 
M90LCD: 1 1 6^horacter texl line 



Perfect antral for imy applkation 



Alarm systems 

Troffii signal control 

Automated production 

ProcBi? control (thermal level. {.•resu'e} 



■W^s 




